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“Preserving the Past while Building the Future.”

Celebrating 134 Years of Service
A note from the Siewers Family…
We hope you and your family had a wonderful July 4th Holiday!!! It is hard to believe
that summer is nearly half way over and begs the question, “where does time go?”
All indications are that the building and remodeling industry have recovered from the
“great” recession! With the high demand for goods and services, increases in the cost of
goods and a shortage of labor - it seems quite reminiscent of the economy of 10+ years
ago. With this “building boom”, we hope you will continue to rely on Siewers Lumber
Company for all of your building needs. Whether it is to educate you or your customer
on product, to show your customer products in our showroom or to provide fast and
accurate delivery of goods to your jobsite, we are here and ready to help!!
We have an exciting newsletter for you this month! Be sure to see the articles on
“Conflict Resolution” and “Growing a Small Business!” There are also some SALE
items listed at the end of the newsletter that might be perfect for your home or the home
of one of your clients.
Again, we hope you are enjoying your summer and are able to have some down-time to
enjoy with your friends and family! We are here to help – so give us a call and let us
help you!
With Gratitude for You, our Customer,

-The Siewers Family
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Contractor News

Considerations For Small Remodeling Businesses By Shawn McCadden
Most small contractors believe they have low overhead because they are small. In almost
all cases, this is not true. The reason many believe they have low overhead is because
they are actually volunteering their time. They typically don’t pay themselves for the
bookkeeping, sales, estimating, project management and all the administration done in
the office. Some contractors even get their wives to volunteer as well, typically doing the
bookkeeping for free to help out their husband. The reality is the wife, just like her
husband, is volunteering her time to the benefit of the customer. Because the business
owner doesn’t pay anyone for doing these overhead activities, the customer pays less. I
have witnessed the facial expressions of many wives who have been taken aback when
they find this out by attending my seminars with their husbands.
I find it sad how many remodelers share that their strategy is to grow their customer base
and volume first, and then raise their prices and margins. After building a customer base
by selling on low prices, will all those same customers still buy from you when you have
to raise your prices so you can pay employees to do the thing that you did for free? It
will likely be difficult to get your young and small business going by starting out with the
higher margin that you will actually need after it has already grown. At the same time, if
you learn how to sell and stick to your margins, you will be earning a customer and
referral base that is willing to pay your future required margins, before you grow your
business.

The Calendar May Say It’s June, But Count on This: Winter is Coming
By Craig Webb
My little brother spent years as a screenwriter in Hollywood. His big claim to fame is cowriting credit for Toy Story 2, which has box office sales of roughly half a billion dollars.
He has taken a meeting with Steven Spielberg, had dinner with Steve Jobs, and now
teaches at UCLA’s night school.
A glamorous life, right? Then beware. Screenwriters do most of their work on spec, and
fights to get paid are legendary. So when Chris Webb learned to become a screenwriter,
he heard again and again this advice: Spend your second million dollars, not the first.
This might seem like a strange time to promote frugality, what with full-service
remodelers in our 2018 Remodeling 550 reporting roughly 8% more revenue than last
year and replacement contractors recording an eye-popping 41% gain. Actually, it’s a
great time, for several reasons.
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First, profitable conditions are likely to continue for several more years. The Residential
Remodelers Index produced by Metrostudy, a sister company to Remodeling, finds that
economic conditions for remodeling today are even better than they were at the housing
market’s peak in 2007—and they’ll keep improving through 2020. And at the Joint
Center for Housing Studies of Harvard University, the prediction is that home
improvement and repair spending will rise 6.6% this year to $414 billion.
Second, comparisons of a decade’s worth of forecasts and results by Remodeling 550
members prove that remodelers are pretty bad at predicting future revenues. Usually,
you’re overoptimistic. Failing to forecast accurately is understandable for an industry in
which you’re lucky if the work pipeline stretches six months into the future, but it’s also
a reason to avoid exuberance.
Finally, the nation is likely to swing from bull to bear status even faster next time than it
did a decade ago. Nobody wants to get caught. So when it happens, you’d better be ready.
In a recent webinar, Remodelers Advantage suggested having enough cash to cover four
to six months of expectations. Even after Microsoft flourished, Bill Gates wanted it to
have enough money to last a year without recording a penny in new sales. Build your nest
egg now, and spend your second million dollars.

Put Down the Phone and Drive (Conflict Resolution)

By Joanne Theunissen

Email and texting have become primary sources of communication because these
methods allow people to interact at their own convenience. But they fail to capture
emotions that can facilitate a productive discussion and ultimately, a better understanding
between two sides. Even telephone conversations cannot convey important visual cues;
therefore, contractors should always offer to meet with customers personally and show
they want to resolve the issue promptly.
It is easy to end up in a battle over conjecture when facial expressions and body language
are not part of the conversation. Sometimes the homeowner might be talking about
something completely different than what you’re picturing. Getting on site, letting them
point something out to you and letting them actually show you what they’re talking
about, you can get a completely different look on things once you’re there.
If you’ve got a customer who has a concern, don’t kick it down the road. Don’t ignore it,
address it immediately, which means setting up a time to go to their home to look at it
and sit down and talk about it. Sometimes it’s something small that can just be adjusted;
sometimes it’s an unreasonable request. But it should be addressed and it should be
addressed as quickly as possible.
Conduct regular progress meetings with clients throughout the project to mitigate
problems before they fester. Homeowners often develop misgivings because they
constantly see the job unfinished and they worry that contractors will overlook significant
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aspects of the work. Once customers know what will happen next, they become more
confident.

COMING SOON TO SIEWERS
Evoke by R.D. Henry & Co.
Furniture grade cabinetry…

Statements of Luxury expressed by unsurpassed finish and style design…..
Stop by and see Kellene & Jamie in our cabinet department.
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Feel Lucky!

Be sure and bring your business card next time
you visit Siewers. Just drop it into the glass fish
bowl on the counter to enter a monthly drawing.
Good Luck!!!
Congratulations to Kyle Jernigan our
July Winner!
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Sale Items This Month

*
*
*
*

Interior Doors $50
Exterior Doors $100
Free Pallets (Firewood, Tables, Partitions, Fence, etc) Up to 18’ long
Discounted bundles of culled lumber (gardens, farms, temporary projects, etc.)

Greenfield Kitchen

Island
Original Retail - $7,200.00. For Sale - $2,200.00
Black finish – 58” w x 24” deep x 34.5” Tall
Includes: 3 cabinet units, wainscot panel, drawers, corbels, Toe kick,
Touchup kit, base moulding.
NO Top included

See Kellene with any questions on this item!
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Economy Snap Shot……….

Unemployment
Rate – Entire U.S.
4.0%
3.8%
4.4%

June 2018
Prior Month –May 2018
Prior Year – June 2017

Gallon ($)
Of Gas
$2.85
$2.96
$2.31

June 30 , 2018
Prior Month – May 2018
Prior Year – June 2017

Consumer
Confidence
(Indexed to value
of 100 in 1985)
126.4
128.0
118.9

Total Housing
Starts/Seasonally
Adjusted Annual
Rate
1,173,000
1,337,000
1,225,000

Existing Home
Sales
N/A
5,430,000
5,510.000

National Avg.
Mortgage Rate
4.57
4.59
3.9

Market Summary
June 18, 2018

1/01/18

6/30/17

25,126

24,719

21,891

NASDAQ

7,855

6,903

6,348

S&P 500

2,809

2,673

2,470

DOW

Market Minute / June 2018
New Listings

2,243

Average Sales Price

$355,808

Pending Sales

1,490

Days on Market

27

Asked vs Sold

99.97%

Months of Supply

2.81
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Company Mission
To serve the needs of contractors and remodelers.

“Preserving the Past while Building the Future.”
Siewers Lumber & Millwork
1901 Ellen Road
Richmond, VA 23230
Phone: (804) 358-2103 Fax: (804) 359-6986
Hours:
Monday – Friday
7:30 a.m. – 4:30 p.m.

Visit our website for product and general information at
www.siewers.com
&
also on Facebook at Siewers Lumber & Millwork

Share with others. . . . . . .
If you know someone that would like to receive our “Siewers Newsletter”,
have them email me at laurenf@siewers.com and we will add them to our
distribution list.
….Next issue Aug. 17th
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